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Space Industry ?
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Presenter
Presentation Notes
From the session abstract and my fellow panelists’ backgrounds, I expect our starting definition for commercial space is pretty close to what I’ll call 
“Space Industry 1.”

<CLICK>
$145B = about the same as HSBC Holdings  (2008 revenues) or Volkswagen, or Allianz… and about half of BP. 

Notice that making and launching the satellites – what most laymen would think of first -- brings in only about 10%

Although, of course, the other 90% depends on their operations in orbit.   
<CLICK THROUGH>

Maturity: most of the advance in functionality/capacity since the 1960s have come from Moore’s-Law improvements in bang/buck from digital electronics, etc

[Note: Launch services include services provided by private companies for both commercially-owned and government-owned payloads. They do not include government launches, such as Shuttle launches or ISS missions, except in cases where the launch service was provided commercially.
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Let’s Think Differently About Space PPM Collaboration

Integrated Acquisition Capability ™
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Integrated Acquisition Capability™ is a proprietary methodology and trademark of Booz Allen Hamilton, Inc.

The IAC™ Framework is the culmination of insight gained by Booz Allen from: the benchmarking of commercial best practices from over 130 development programs, the personal
lessons learned by its senior staff when they held positions of authority in the government, the industrial base research assignments performed for its clients, its own product domain
experience in performing over $1B of systems engineering and acquisition efforts annually.
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Let’s not assume that “government vs. commercial” or “public vs. private” are static classifications.
What do we know from commercial international PPM collaborations?
In 2006 (Fiscal 2007 for the Firm), Ron and John’s initiatives came together to from the Integrated Acquisition Life Cycle Campaign, whose culminating framework is presented here.  
It was through those converging lenses that I mentioned previously that we identified 42 critical capabilities an organization must master to assure systems acquisition or systems development success.
And herein is what really discriminates Booz Allen from others.  On the far right hand side, under Technical Capability, you should recognize most of the traditional SE “V” functions.  In the 2nd from right column, there’s many of the classic Program Mgmt functions.  As we continue moving right to left, you’ll recognize we captured the explicit Acquisition Processes, but also some non-intuitive functionalities like “Restructuring” and “Follow-on Preparation”.  Lastly, in the far left column are the findings that really discriminate Booz Allen.  It is our contention that mastery of Acquisition, Program Management and Technical Engineering is necessary, but insufficient to ensure success.  You also need a Leadership Capability that defines an effective Operating Model, that enforces Decision Authorities, that provides necessary Tools and Infrastructure, that manages People Development and Deployment, and more.  You’d be surprised how often the Leadership Environment is assumed or overlooked, but has been found to be the cause of acquisition or systems development failure.
There are 2 critical points I want to make about the Framework.  1st) What is right for our clients is also right for us. If clients need to master these capabilities for success, then we too need expertise in these capabilities, especially as we move into SE&I assignments with greater authority and accountability.  Remember, failure in any one of these capabilities can cause the entire program to fail.
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